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SYSTEM FOR SELLING PRODUCTS 

CROSS-REFERENCE TO RELATED 
APPLICATIONS 

[0001] This application claims the bene?t of US. Provi 
sional App. No. 60/736,791, ?led Nov. 14, 2005. 

BACKGROUND OF THE INVENTION 

[0002] The present invention relates to a method and 
system for selling products. 

[0003] Traditional retail automobile marketing involves 
placing large advertisements in the local neWspapers. The 
advertisements typically shoW images of many of the 
vehicles available from the particular seller sponsoring the 
advertising. A price and a listing of standard and optional 
equipment is commonly displayed With the image of the 
vehicle. Readers of the neWspaper, particularly those con 
sidering purchasing a vehicle, are draWn to advertisements 
in Which a large selection of vehicles is presented in an 
appealing manner. Advertisements including an illustration 
representing an actual vehicle, typically together With its 
vehicle identi?cation number (VIN), assist readers in select 
ing appropriate vehicles and in communicating their desires 
to a seller. If the reader ?nds a vehicle of interest, the reader 
is likely to visit the dealership sponsoring the advertisement 
to inspect the vehicle or otherWise contact the dealership for 
additional information concerning the vehicle. When the 
reader contacts the dealership, a salesperson has an oppor 
tunity to sell the advertised vehicle or another vehicle to the 
potential purchaser. Advertising is used this manner to 
generate interest in the products offered by the seller spon 
soring the advertising and to facilitate contact betWeen 
potential customers and the seller’s sales personnel. 

[0004] In addition to neWspaper advertising, automotive 
dealerships commonly operate Internet based Websites. 
These Internet Websites commonly enable a potential cus 
tomer to search the dealership’s inventory for a particular 
type of vehicle, model and year of manufacture. After 
locating and selecting a vehicle from a Written description of 
the inventory on the dealer’s storage lot, the customer can, 
commonly, cause the Website to display one or more pictures 
the speci?c vehicle, or an exemplary vehicle of the same 
model, and a description of the standard and optional 
equipment included on the vehicle. After vieWing a Website 
listing vehicles in the dealer’s inventory, the potential cus 
tomer can often purchase the vehicle through the Website or 
otherWise make contact With the dealer’s sales staff. When 
the potential customer contacts the dealership, a salesperson 
has the opportunity to sell the advertised vehicle or sell 
another vehicle to the potential purchaser. Internet Websites 
are used in a manner similar to print advertising to generate 
interest in the products offered by the seller sponsoring the 
Website and to facilitate contact betWeen the seller’s sales 
staff and potential purchasers. 

[0005] Websites displaying a seller’s inventory can be 
very useful to the potential consumer and to the seller. If a 
potential purchaser has identi?ed a product of interest he/ she 
can determine if a product having the desired speci?cations 
and equipment is available locally. On the other hand, a 
seller, having a product in inventory matching the desired 
product or having many of the attributes desired by the 
potential purchaser, may be able to identify persons inter 
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ested in purchasing and have an opportunity to sell this 
product or another product if the potential purchaser is 
draWn to visit the seller’s business by the knoWledge that a 
product closely matching the purchaser’s desired product is 
available. HoWever, a potential purchaser Who has not 
identi?ed a speci?c product of interest typically must 
explore a number of Websites to revieW products and fea 
tures available from competing manufacturers and, after 
identifying a particular product of interest, contact one or 
more Websites operated by local dealers to search the 
dealers’ inventories for a product having at least some of the 
desired speci?cations. What is desired, therefore, is an 
Internet based Website to aid potential purchasers in identi 
fying a product(s) of interest and aid sellers of products in 
identifying persons interested in 

[0006] The foregoing and other objectives, features, and 
advantages of the invention Will be more readily understood 
upon consideration of the folloWing detailed description of 
the invention, taken in conjunction With the accompanying 
draWings. 

BRIEF DESCRIPTION OF THE SEVERAL 
VIEWS OF THE DRAWINGS 

[0007] FIG. 1 is schematic illustration of a computer 
netWork useful for displaying a Web site. 

[0008] FIG. 2 is an illustration of an introductory page for 
an exemplary product sales Web site. 

[0009] FIG. 3 is an illustration of a product selection page 
for an exemplary product sales Web site. 

[0010] FIG. 4 is an illustration of a product description 
page for the exemplary product sales Web site. 

[0011] FIG. 5 is an illustration ofa vehicle color page for 
the exemplary product sales Web site. 

DETAILED DESCRIPTION OF PREFERRED 
EMBODIMENT 

[0012] Referring in detail to the draWings Where similar 
items are identi?ed by like reference numerals, and, more 
particularly to FIG. 1, a Website is typically hosted on a 
computer server 20 interconnected to a netWork 22, such as 
the Internet, that may include a plurality of interconnected 
computers. A computer user uses an interface, such as an 
Internet or Web broWser program, installed on a computer 24 
that is connected to the netWork to establish a connection 
With the server and vieW the content available at Websites 
that are hosted on the server. A Website hosted on a computer 
server 20 and accessible over the netWork 22 may be used 
to introduce potential consumers to products or services that 
are available for purchase, lease, rental, license or acquisi 
tion in any other manner. The Website may be related to any 
type of product or service and may include any type of 
content, including text, video and audio, that is presentable 
over a computer netWork. 

[0013] An Internet based Website may, for example, 
include content to assist potential consumers in identifying 
a vehicle of interest and determining a particular set of 
desired speci?cations for the vehicle. In addition, the Web 
site may include content enabling the generation of sales 
leads for the Website’s proprietor or for other sellers having 
an a?iliation With the Website’ s proprietor. Referring to FIG. 
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2, When a potential consumer connects to the Website, an 
introductory or home Web page 100 is displayed that intro 
duces options useful for the user in identifying a vehicle of 
interest. Preferably, the user is presented With the ability to 
select among a plurality of different principal type of 
vehicles. By selecting a type of vehicle the user can avoid 
sifting through material that is not related to a type of vehicle 
that is of interest to the potential purchaser. Preferably a 
vehicle type can be selected Without using a pull doWn 
WindoW, Which can be troublesome to navigate. For 
example, a type of vehicle including cars 110, trucks 120, 
vans 130, and suvs 140 (sports utility vehicles) can be 
selected by using the computer’s keys, mouse or other 
pointing device to co-locate the computer’s cursor 150 and 
the button appropriate for the type of vehicle of interest to 
the user. Actuating a control of the computer selects the 
chosen button and activates a link to another page of the 
Website related to the speci?c type of vehicle. Ahome button 
102 may also be included to bring the user back to the initial 
Webpage. Other information related to the commercial trans 
actions underlying the Website, such as ?nancial informa 
tion, may also be accessible by activating a link 160 on the 
Web page. 

[0014] Referring to FIG. 3, based upon the user’ s selection 
of a type of vehicle of interest, such as cars 110, the user is 
presented With a plurality of vehicles of the type selected. 
Typically, an image 205, preferably, a photograph, of each of 
a plurality of vehicles or an image of an exemplary vehicle 
of a particular make and model is presented to the user. To 
further assist the user in ?nding a vehicle of interest, the 
vehicle selection Web page 200 may also include pop-up 
WindoWs 204 containing a summary of each vehicle’s fea 
tures. By co-locating the cursor 150 and the image of a 
vehicle, for example, image 202, a WindoW containing a 
summary of the vehicle’s features may be displayed Within 
the currently displayed Web page enabling the user to 
previeW the vehicle’s equipment and other features. The 
pop-up WindoW 204 assists the user in deciding Whether to 
further investigate the vehicle Without requiring that another 
page of the Website be transmitted from the server and 
displayed. 

[0015] When the user selects an image of a vehicle of 
interest from the vehicles displayed on the vehicle selection 
page 200, the vehicle is preferably presented in greater 
detail. Referring to FIG. 4, by selecting an image of a vehicle 
202 on the vehicle selection page, a user activates a link to 
a vehicle speci?c page 300 of the Website that includes an 
enlarged vieW of the vehicle 302 together With a listing of a 
number of features of the vehicle 306 (indicated by a 
bracket). These features may include many of the principal 
characteristics of the vehicle, such as, for example, (1) type 
of vehicle, (2) brand of vehicle, (3) model, (4) drive con 
?guration (2 Wheel-drive (front, rear) or 4 Wheel-drive), (5) 
color(s) of the vehicle, (6) body style, (7) number of seats (8) 
available engine(s), (10) fuel and (9) available transmis 
sion(s). 
[0016] Links to additional content may be provided to 
enable the potential purchaser to further investigate a vehicle 
of interest. Referring to FIG. 5, the exemplary vehicle 
speci?c page 300 includes, for example, a color button 308 
enabling the user to activate a link to a page 400 displaying 
the colors 402 available for a neW vehicle. The page may 
also include content, such as a paint button 404, enabling 
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display of an image 406 of the selected vehicle in the 
color(s) selected by the user. Additional links, activated, for 
example, by selecting a button, may enable display of pages 
that list the additional speci?cations 408 of the selected 
vehicle and the major options 410 available for the vehicle. 
After the user has selected one of the vehicles displayed on 
the vehicle selection page or has further re?ned the speci 
?cations of a selected vehicle by selecting a color and 
desired optional equipment, the customer may elect to 
receive additional information about available vehicles by 
providing contact information 422. Typically, the user may 
enter a name 412, Zip code 414, e-mail address 416, and 
phone number 418 and other information to enable contact 
by the Website’s proprietor. After entering the appropriate 
information the user may activate a “send” button 420 to 
transmit the contact information to the Website’s proprietor. 
The Website may also include a checkout system through 
Which the user can purchase a selected vehicle. 

[0017] A Web site Would normally present vehicles Which 
are available for purchase from the proprietor of the Website 
or otherWise available through a partner of the Website’s 
proprietor. HoWever, there is also a high likelihood that the 
vehicles included in a single dealership’s inventory or even 
the inventory of a plurality of dealers and presented to the 
customer on the Website Will not include a vehicle of interest 
to the potential purchaser. In order to increase the likelihood 
that the potential purchaser Will ?nd a vehicle of interest, the 
present inventors came to the realiZation that the Website 
should present vehicles that are in fact not actually available 
from Website’s sponsor or even other partner sellers. It is 
highly counterintuitive to present vehicles Which are in fact 
not available through the Website’s proprietor in order to 
attempt to other sell vehicles Which are available. HoWever, 
if a potential purchaser contacts the Website’s proprietor to 
inquire about a vehicle that is included in the Website, there 
is a good probability that the seller can sell a similar vehicle 
or even a different vehicle to the potential customer, even 
though the vehicle desired by the potential purchaser is 
unavailable through the Website’s proprietor. Moreover, a 
sales lead generated by the Website has a value to some seller 
because it can represents a potential purchaser’s interest in 
a product and a high likelihood of a sale by a seller that has 
available the particular product or service of interest or a 
similar product or service. If a vehicle is available through 
the Website’s proprietor, a price for the vehicle may be 
included in the Website but if a vehicle is not available 
through the proprietor of the Website, typically, the material 
displayed on the Website Would not include a price and may 
disclaim availability to avoid any confusion about Whether 
the product is being offered for sale by the Website’s 
proprietor. 
[0018] Accordingly, a sales lead has value to the Website’s 
proprietor even if the proprietor does not sell the product that 
is selected by the potential purchaser. Beyond the possibility 
of selling a different product to the Website’s user, sales 
leads generated by the Website may be sold to other sellers 
that deal in the type of product or the speci?c product of 
interest to the potential purchaser. The same sales lead may 
be provided to a plurality of sellers, each of Which makes a 
payment for the sales lead. In this manner, the sales lead may 
be sold multiple times to increase the return of the Website’s 
proprietor. LikeWise, sales lead may be auctioned off to one 
or more of the highest bidders for the lead. This provides the 
ability to maximiZe the return for the Website by obtaining 
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a market price for the sales leads. For example, at a 
particular time, a dealership may require additional sales 
leads to meet a sales quota or otherwise and may be Willing 
to pay a higher price for a lead. 

[0019] The value of a sales lead may also depend upon the 
product selection made by potential purchaser during inter 
action With the Website. For example, a potential purchaser’ s 
selection of a higher priced vehicle may make the lead more 
valuable. Likewise, a purchaser’s interest in a particular 
vehicle With speci?c features Will further qualify the lead 
and increase the probability that a targeted sales effort will 
lead to a sale, increasing the value of the sales lead. 

[0020] Since the availability of speci?c vehicles may tend 
to increase or decrease the number of leads and the type of 
leads that are generated and since the vehicles shoWn are not 
actually available through the Website’s proprietor, the Web 
site may tailor vehicles descriptions presented in order to 
increase the likelihood of obtaining sales leads. In addition, 
depending on the particular needs of the selling dealers, the 
vehicles that are presented and/or the order in Which the 
vehicles are presented may be modi?ed in order to increase 
the likelihood that the customer may select a particular 
vehicle. 

[0021] To aid a potential purchaser in selecting a product 
and to generate sales leads that may be sold to others, the 
sales system provides an lntemet-based Website comprising 
products that are not available through the Website’s pro 
prietor. 
[0022] The detailed description, above, sets forth numer 
ous speci?c details to provide a thorough understanding of 
the present invention. HoWever, those skilled in the art Will 
appreciate that the present invention may be practiced 
Without these speci?c details. In other instances, Well knoWn 
methods, procedures, components, and circuitry have not 
been described in detail to avoid obscuring the present 
invention. All the references cited herein are incorporated by 
reference. 

[0023] The terms and expressions Which have been 
employed in the foregoing speci?cation are used therein as 
terms of description and not of limitation, and there is no 
intention, in the use of such terms and expressions, of 
excluding equivalents of the features shoWn and described 
or portions thereof, it being recogniZed that the scope of the 
invention is de?ned and limited only by the claims Which 
folloW. 

l/We claim: 
1. A method of selling a product comprising the steps of: 

(a) presenting to a potential purchaser a description of 
each of a plurality of products including at least one 
product not currently available through the provider of 
the product descriptions; 

(b) enabling said potential purchaser to select a presented 
product; and 

(c) transmitting an identity of said potential purchaser to 
a seller of a product similar to said product selected by 
said potential purchaser. 

2. The method of selling a product of claim 1 Wherein the 
step of an identity of said potential purchaser to a seller of 
a product similar to said product selected by said potential 
purchaser comprises the steps of 
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(a) notifying a seller of a similar product of the availabil 
ity of said identity of said potential purchaser; 

(b) accepting a bid from a seller of a similar product for 
said identity; and 

(c) transmitting said identity to at least one high bidder. 
3. A method of selling a vehicle comprising the steps of: 

(a) presenting an image of each of plurality of vehicles to 
a potential purchaser, said images including at least one 
vehicle not currently available through the provider of 
the images; 

(b) enabling said potential purchaser to select a vehicle 
portrayed in an image; and 

(c) enabling contact betWeen said potential purchaser and 
a seller of vehicles. 

4. The method of selling a vehicle of claim 3 Wherein the 
step of enabling contact betWeen said potential purchaser 
and a seller of vehicles comprises the step of offering to 
transmit an identity of said potential purchaser to a potential 
seller of said vehicle selected by said potential purchaser if 
said vehicle is not available through the provider of the 
images. 

5. The method of selling a vehicle of claim 4 Wherein the 
step of offering to transmit an identity of said potential 
purchaser to a potential seller of said vehicle selected by said 
potential purchaser if said vehicle is not available through 
said provider of said images comprises steps of: 

(a) announcing the availability of an identity of a potential 
vehicle purchaser; and 

(b) accepting a bid from a potential seller for said identity 
of said potential purchaser. 

6. The method of selling a vehicle of claim 4 Wherein the 
step of offering to transmit an identity of said potential 
purchaser to a potential seller of said vehicle selected by said 
potential purchaser if said vehicle is not available through 
said provider of the images comprises steps of: 

(a) identifying at least one seller of vehicles of the type 
selected by said potential purchaser; and 

(b) transmitting said identity of said potential purchaser to 
a subscribing seller of products similar to a product 
selected by said potential purchaser. 

7. The method of selling a vehicle of claim 4 Wherein the 
step of offering to transmit an identity of said potential 
purchaser to a potential seller of said vehicle selected by said 
potential purchaser if said vehicle is not available through 
said provider of the images comprises steps of: 

(a) identifying a value of a particular vehicle selected by 
said potential purchaser; 

(b) requesting a price for transmitting said identity of said 
potential purchaser, an amount of said price based on 
said value of said vehicle; and 

(c) transmitting said identity of said potential purchaser to 
a seller of products upon receipt of said price. 

8. A computer system for selling a vehicle comprising: 

(a) a computer interconnected to a computer netWork and 
capable of displaying at least one of text, video and 
audio content transmissible on said netWork and 
capable of transmitting an identity of a user of said 
computer; and 
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(b) a server interconnected to said network, capable of 
receiving said identity of said user of said computer and 
capable of transmitting said identity to another com 
puter, and capable of transmitting at least one of text, 
video and audio content over said netWork to said 
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computer for display by said computer, said content 
including a description of a vehicle not available from 
the supplier of said content. 

* * * * * 


